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How To Have an Awesome
First Appointment

www.linkedin.com/in/thomaseellis

Speaker: Thomas Ellis

Continue for a bonus presentation..

tellis@ewcconsultants.com

www.tellissalescoach.com %301—343—0001
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Prospect - A potential customer or purchaser.

Stage 1: Generate / Assign

Stage 3: Customers

Customers
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Where to Find Prospects

HOOVERS"

A D&B COMPANY

Social Settings

www.ewcconsultants.com


http://www.google.com/imgres?q=networking+events&hl=en&tbo=d&biw=1600&bih=695&tbm=isch&tbnid=ZICEFXQmDhGboM:&imgrefurl=http://austin.networkafterwork.com/&docid=Mm-00YYSB8AGbM&imgurl=http://austin.networkafterwork.com/images/events/austin/Molotov/Austin%20After%20Work%20Business%20Networking%20Event%20Molotov%20039.jpg&w=600&h=400&ei=QvQGUYW6NauO0QGMo4CQAw&zoom=1&ved=1t:3588,r:92,s:0,i:379&iact=rc&dur=4186&sig=117294306969954327060&page=5&tbnh=183&tbnw=270&start=88&ndsp=23&tx=181&ty=102
http://www.google.com/imgres?q=networking+events&hl=en&tbo=d&biw=1600&bih=695&tbm=isch&tbnid=ZICEFXQmDhGboM:&imgrefurl=http://austin.networkafterwork.com/&docid=Mm-00YYSB8AGbM&imgurl=http://austin.networkafterwork.com/images/events/austin/Molotov/Austin%20After%20Work%20Business%20Networking%20Event%20Molotov%20039.jpg&w=600&h=400&ei=QvQGUYW6NauO0QGMo4CQAw&zoom=1&ved=1t:3588,r:92,s:0,i:379&iact=rc&dur=4186&sig=117294306969954327060&page=5&tbnh=183&tbnw=270&start=88&ndsp=23&tx=181&ty=102
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Methods and Strategies on Getting Appointments

Fd

UNITED STATES
POSTAL SERVICE.

Linked [} [
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http://www.google.com/url?sa=i&rct=j&q=u.s+mail&source=images&cd=&cad=rja&docid=IPnoQnMNC3yxyM&tbnid=a2cqxLtepFFfrM:&ved=0CAUQjRw&url=http://www.baldwinhillscrenshawplaza.com/store/u-s-post-office/2137025526/2138814352&ei=3_8GUdHRM5Lr0QGNjIHwCw&bvm=bv.41524429,d.dmQ&psig=AFQjCNGsPPz3VupugcMnEXPAA4we4m7h7A&ust=1359499616302275
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 Develop Call Objective

« Establish Rapport

« Setting The Agenda

 Fact Finding (Discovery)

www.ewcconsultants.com
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Develop Call Objective
Prior to the appointment determine what you want
to happen.

Plan the commitments you expect the prospect to
make as a result of your sales call.

Examples: Buy your product, Schedule a demo,

Introduce yourself to the decision maker, Get Credit
Application

www.ewcconsultants.com
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Setting the Agenda

Setting an agenda is an effective way to put people at ease and build trust.
Announce your agenda after the two to four minutes of Getting Acquainted.

Example:

Joe, as | planned for our meeting today , | anticipate we would discuss three things.
First,I'd like to introduce myself and my company. Second ,I'd like to learn more
about you and your situation. Finally, if you wish, I'll prepare some
recommendations on how we can work together. In addition to those three items,
what else would you like to accomplish or do you have any questions you would like
me to answer?

www.tellissalescoach.com
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Fact Finding (Discovery)

Questions can be grouped into two categories:
Open and Closed. Like surgical instruments, they
should be applied skillfully.

3

Your ability to listen, interpret and respond to the ’W J
buyers pain will guide you to the features and

benefits of your product/service that exceed their

needs.

www.ewcconsultants.com




E'C Closed Questions

Limits the buyer’s response to
“Yes “ or "No.”

Example:
Joe, Have you ever considered changing vendors?

www.ewcconsultants.com
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Allows the buyers to describe their needs with
minimum intrusion on your part.

Example:
If you were considering changing vendors, what are
the three most important improvements you would

be looking for?

www.ewcconsultants.com
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Some studies have shown that nearly two-thirds of price objections
aren’t related to price at all.

Example: Setting aside price for a moment, is
their anything else that would prevent you from
doing business with me?

Customer Value = Benefits - Cost

www.ewcconsultants.com




E'C Closing the Deal

Review the benefits

- Example: Joe, let’s review the benefits you will enjoy
when you use the cix100.

« Ask for a Trial Close

- Example: Do you feel that the cix100 meets all your
needs?

« Assume the buyer is convinced
« Recommend action and ask a closing question

- Example: | recommend that we complete the
paperwork while I'm here . How does that sound?

www.ewcconsultants.com
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Contact Information
Thomas Ellis u
EWC Consultants ( %HANK 4
tellis@ewcconsultants.com

(301) 343-0001 YOU

WWW.ewcconsultants.com A&
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https://stateofmddisparitystudy.com/

Keep Learning

2 free webinars every month
No cost to attend

Register in advance to receive
the participation link

Download the presenter’s
slide deck

Access video recordings of all
classes on our YouTube
playlist

goMDsmallbiz.maryland.qgov
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https://gomdsmallbiz.maryland.gov/Pages/default.aspx

Upcoming T.I.P.S. Webinars

Thursday
October 26, 2023

10 a.m.
MBE Rights and Responsibilities

Tuesday
November 14, 2023

10 a.m.
Strategic Planning for Business

Thursday
November 16, 2023

10 a.m.
VSBE Program and Resources

goMDsmallbiz.maryland.gov

Workshop
November 9, 2023

8:30 a.m.
VSBE Appreciation Breakfast

In Honor of
National Veteran’s Day

Workshop
November 15, 2023

10:00 a.m.

Doing Business with Maryland

Casinos Series:
at
Horseshoe Casino Baltimore



https://gomdsmallbiz.maryland.gov/Pages/default.aspx
https://us06web.zoom.us/webinar/register/WN_kcAKpn6mR8W1eS_PJzV_Vw
https://docs.google.com/forms/d/1Ni_1AgnWXAva2QxXpT0jopTTDoYy6lXxIiuIfPKpQCY/edit
https://docs.google.com/forms/d/1OyfjsVLcovxarDnjM0uguqpu0YSGXf2ykpmeETOOsd0/edit
https://docs.google.com/forms/d/1OyfjsVLcovxarDnjM0uguqpu0YSGXf2ykpmeETOOsd0/edit
https://docs.google.com/forms/d/1OyfjsVLcovxarDnjM0uguqpu0YSGXf2ykpmeETOOsd0/edit
https://docs.google.com/forms/d/1OyfjsVLcovxarDnjM0uguqpu0YSGXf2ykpmeETOOsd0/edit

VIDEO PLAYLIST

=8l Prime Contracting in Maryland's Small Business Reserve P
e 2023

| usammanew sewasn StateMaryland * 22 views * 2 weeks ago
2:00:05

S A S ? Navigating eMaryland Marketplace Advantage (eMMA) -

-
SBR COMPLIANCE MANAGER S Maryland

T.L.P.S.

StateMaryland + 8 views * 2 weeks ago

SHAE CRONIN
{NSTRUCTICAAL PAOGRAVS DN

Webinar
Series Playlist

T.I.P.S. Webinar Series - The
Governor's OFfice of Small, Minori...

sl State Procurement 101 - January 26 2023

ki StateMaryland + 4 views * 3 weeks ago

StateMaryland
23 videos 940 views Last updated on Mar 15, 2023
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» Playall >3 Shuffle

Build Revenue in your Backyard: Position To Win Federal ¢ |

StateMaryland + 5 views * 3 weeks ago

https://www.youtube.com/playlistelist=PLIgoHh4Po1JOWé3akD6aGAU8JMTO0gzOrX



https://www.youtube.com/playlist?list=PLlgoHh4Po1J0W63akD6aGAU8JmT0qzOrX

Partners

Resources

Maryland Procurement Technical
Assistance Center (PTAC)
https://www.mdptac.org/

Greater Baltimore SCORE
https://greaterbaltimore.score.org/

Maryland Women'’s Business Center
(MWBCQC)
https://marylandwbc.org/

Baltimore-Meitro Women's Business Center
(Balt-Metro WBC)
hitps://www.baltmetrowbc.orqg/

Maryland Small Business Development
Center (SBDC)
https://www.marylandsbdc.org/

Governor’s Office of Small, Minority & Women Business
Affairs
hitps://gomdsmallbiz.maryland.gov/Pages/default.aspx

Maryland’s Office of Minority Business Enterprise (OMBE)
hitps://www.mdot.maryland.gov/iso/pages/Index.aspx?
Pageld=90

Maryland Department of Commerce
Maryland Financial Incentives for Business
hitps://commerce.knack.com/maryland-funding-

incentives

Maryland Entrepreneur HUB
hitps://marylandentrepreneurhub.com/

goMDsmallbiz.maryland.qov



https://gomdsmallbiz.maryland.gov/Pages/default.aspx
https://www.mdptac.org/
https://greaterbaltimore.score.org/
https://marylandwbc.org/
https://www.baltmetrowbc.org/
https://www.marylandsbdc.org/
https://gomdsmallbiz.maryland.gov/Pages/default.aspx
https://www.mdot.maryland.gov/tso/pages/Index.aspx?PageId=90
https://www.mdot.maryland.gov/tso/pages/Index.aspx?PageId=90
https://commerce.knack.com/maryland-funding-incentives
https://commerce.knack.com/maryland-funding-incentives
https://marylandentrepreneurhub.com/
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Eduardo D. Hayden
Small Business Outreach _
Manager Connect with us at,
eduardo.hayden@Maryland.gov www.goMDsmallbiz.maryland.gov.

Thank You!
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